
se~vice, chis leaves only $.029582 pe~ minute (S.114854-
.085272=$.029582). Of ~he S. 029582, I ha"ve included 5wicched
transoort rates for a dista~ce of 25 miles (the rate Der mile pe~

minute is $.0004). The $.029582 race oresumablv makes a Yet~=n
above cost. GTE has room to lower its" terminating ~sage races
below che c~rre~c $.05071 per min~~e and still pr~fit.

2: See So~~hwes~e~n Bell Local Exc~anoe Tar~:: a~ ~aracranh ~.o- . --
w~ich gives the details of the Sa~ .~~tonio Metropolican Exchange
calling scope. Bulverde c~stomers may subscribe to Extended
Met~c?olitan Se=vice for San .~~tonio local calling.
:2 Per December 10, 1993 telephone conversation with P~oduct

Manager for United Telephone Company, the Holton tandem has been,
or soon will be, downgraded to a class 4 office. ~ts tributaries
will be re-homed on United's ?iawacha tandem.

23 See Southwestern 3ell's Kansas Radio Common Car=ier
'nr~~-on~Q~~~oM ~ar;~~ at oaragrao'n , 4 5 wn' ic'n S---QS "[-]a-c.·~m____ \,,0. .....__ .......... _ _ ..:..~~ _ _ _. • _. r..c,il-_ '- .... _~

(Type 2A) interconnections require the carrier to designate an
end office to determine the tandem interconnection service's
local calling scope and rate center." Under contract United
Telephone Company of Kansas could allOW a similar approach.

24 The carrier common line yate becomes $.0061 on Ja~uary 1,
1994; and goes to zero on January 1, 1995 per Southwestern Bell's
Kansas Access Service Tariff at §3.8.
2S Id.

25 The MSAs without not having cur=ent al te=natives are noted cn
Exhibit A as "no options."
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EXHIBIT A

TANDEM SERVING OPTIONS



TANDEM SERVING OPTIONS

MSA SWBT Tandem Non-SWBT Tandem I
~ .... .:'C~~ .z:...bile:le I::.0 optior.s I... o.-J ___ ... _

Ar:-.a:- ill:> Ama:-il:"o ::'0 options

3:-:>wr.sville Ha:-lingen Raymondville (Valley
Tel Co)

I

Co=pus Ch=is~i Co=-pus Christi '0,.....""- Lavaca (GTE).. --I.,..

Dallas Dallas *I=-ving (GTE)

Ft Wo:-th ';:"lot- Wo:-th *I=ving (GTE)

HOl.:.ston Houston *3aytown (GTE)
*Dickinson (GTE)
*Katy (Ft Bend Tel Co)
*Sugar Land
(Sugar Land Tel Co)

Kansas City Kansas City, MO Wa:-rensourg (United)
Kansas City, KS

-Lubbock Lubbock no options

Midland/Odessa Midland no options

Oklahoma City I Oklahoma City *Kingfisher (Pionee:-)

San ]:....'.1to:lio San Antonio *Bulverde (Guadalupe
Valley Tel Coop)

St Louis St Louis Collinsville (Illinois
Bell)
*Wentzville (GTE)

Topeka Topeka Holton (United)

Wichita Wichita No options

*In the same local, EAS or metropolitan serving area calling
scope as the Southweste=-n Bell Telephone Co. tandem.
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Commissioner Quello's Separate Statement:

"I believe that we should be asking how a competitive market for mobile
communications will allow us to remove regulatory impediments rather than grafting
regulatory stop-gap measures upon a family of services yet to be developed and offered
by competitors to the public. II

Commissioner Barrett's Separate Statement:

II Rather, I believe the Commission's goal should be to develop a transition plan
away from MFJ restrictions in the wireless area, and bring everyone into relative parity
based on the evolution of full competition in the PCS market."

Commissioner Chong's Separate Statement:

". believe it is important for the Commission carefully to consider the evolving
nature of competition in commercial radio services, generally, prior to reaching any final
decisions in this proceeding regarding equal access and interconnection issues with
respect to any CMRS provider."
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SOUTHWESTERN BELL MOBILE SYSTEMS IS THE MOST
SUCCESSFUL CELLULAR PROVIDER IN THE UNITED STATES

SBMS' FOCUS IS ON THE CUSTOMER

• SBMS' penetration rates are the highest in the industry, exceeding 7 %
•

• n SBC's cellular operations are by far the strongest in the cellular industry with
penetration rates of 7 %, nearly double the industry average . . .II

December 8, 1994 analysis by Richard G. Klugman of Paine Webber.
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THE FCC SHOULD ALSO FOCUS ON THE CUSTOMER

• What does the "customer" want?

Larger calling scopes is king.

If equal access is what the customers wanted, all cellular carriers would be
offering it to remain competitive. Only those carriers required to do so offer
equal access today.

Mobility is why customers choose wireless.

Customers want local calls wherever possible.

• SBMS asked its customers to rate the importance of four elements of its services.

Larger Calling Areas
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Competitive Local Rates

24 Hour Customer Service

Choice of Long Distance Carriers

• 62% of the respondents said LARGE CALLING AREA was their first choice.

• Only 70/0 of the respondents said ABILITY TO CHOOSE LONG DISTANCE
COMPANY was their first choice.

• 44% of the respondents rated choice of long distance company as THE LEAST
IMPORTANT of these four factors. [See Attached Chart]

• The following ads show what the customer wants, where wireless carriers have
provided that in the past and how equal access prevents customers from getting
what they want.



ATTRIBUTE RATED MOST IMPORTANT
_. ---------- ..~-----~-._-~-~--

100%

75%

50%

25%

0%
Large Calling Area Competitive Local

Rates
24-Hour Customer

Service
Ability To Choose

Long Distance
Company

Question: "Next, I'd like to read you a list of four items associated with cellular service. After I read them, I'll ask you to tell me which is the most
important to you next most important, and so on" .. "

Source: Statistical Tables 13, 14, 15, 16
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IMPORTANCE RANKING OF ATTRIBUTES
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• Most Important • Second Most Important. Third Most Important • Least Important • Don't Know/No Answer

Question: "Next, I'd like to read you a list of four items associated with cellular service. After I read them, I'll ask you to tell me which is the most
important to you. next most important, and so on, I'

Source: Statistical Tables 13,14,15,16
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If you really want
to find out which cellular
service is more affordable, call around.

Call Aust:n Caii (\)rpus:hnstl C,111 S lrl

:Vfarcos or Pleasancon ,f Kln:O;SVllle. [n fa(~. ,:ail Just

about anywhere In South fexas and :/ou'nsee I,he

SaD ADtoaio s...o Antooio Corp", C1lrioll
Long Dlslance Charge' 10 to 10

AlUt10 CorpcsChrioll AUSl1n

CeHular One .$0.00 .$0.00 SO.OO

Southwestern Bell $.81 i $.85 S.85Mobile Systems

The shortest distanc,' between you

START CALLL'i'G TIIE SHOTS.

and no long dist::lr.ce COSe.s is a anone call

Or you c.J.n come by ,'Jilr CustDmer

to Cellular One. Our numDer is 861-7070.

Convemence r:pnter ,ocoted at Vance

.J::1ckson Jr.d ~orthwes', Loop HO

And the convenience of the l':ortn American

Cellular :J'etwork'· which makes sure your

our exclusive voice-activated dialing service.

*BMtod on a J minlJ~ wi tU"imr AT&T Lon, rn.. tAnC'll' ~twHn
~~ 6ti~~ ma~ ~tw~n tht ~OUr3 m8am ,rod 5pm.

there to help you any time, ::lilY place you travel.

our 24-hour emergency roadSIde service that's

calls find you tn over 2.200 major cl:ies throughout

the Uruted States and Canada. And MobileA.ssist,~

~ LOCAl CO'JERAGE ,HIFt,'

II tOCAl [.1lllNG ,.l,PF~·"
~l .-:' .v ' ~_ '~; '/ I

O'1:! lsLlnce

'.\!l'r. Southwestem Be:1 'ofonde

lon£; jistance roamin~')r Hr.d:~r

difference 3ecause :!Ou'l1 ~e Qavm~

Cellular Ones [Jew c.: uper:=:'1stem" local

BIGGER AREA. SMAllER BILLS.

Systems. But you ,von' .v,th Ce.lluiar One

mdes of Sout.h Texas :~at';'ubstantiaJlv

calling area covers '·'.'~r .9000 ,quare

more :han you get wlth :~outhwpstpm Bell 'o[o()]ip

Systems..\nd ·.vhen VU1i '1l;T'. 'H'.\'1th one Ilt iJill

C~3r~es Or :()()lT11nl l1'-~:P" JI:SI ·,ht>

SuperSystem fa:..' P It:";'~U C:1n call!)

So what are'/ou waiting for) mmll-EmUIl
THE MOST COl'iv"'E:'fTE:TI SERVICE AROCND. SIgn Jp for Cellular On,~','; new St.::JerSystem today.

And you won't ha ':e to pay

long distance down the road.
',"·f/ICfNE ,\'o U.\ffT5"

861·7()70 4 2727 :'J.W. Loop ·HO at Vance .Jackson



It's

NE
It's

It's

Cellular One Proudly Introduces
The Digital Super System

&

It s me largest cellular coverage area in Texas.

Spanning dozens of counties.)'.e, 50 cities and over 25,000 square miles of
'.le::le:lJes; .::)':er~ge 1'11t!able ccnywhere.

\Vhich means ,moor.ll1r::h!s '!.nil relCl you ~assle free - over more ofT~XlS th.ll1
.lD '(1,e, :eiluiar ic;.:ce JVJibble.

It's New. It's Big. It's Cellular One.

Special~ Limited Time Introductory Offer:

Enjoy 3 Months of FREE Service!
Call Now and there's no charge to sign up!

1·800·687·2091

CELLULARONE®
ofWest Texas

Includes: Free :efVIC. iCO«S -" 'JO [0 :500 OllnUl.,
of FREE TJlk rmo evocY monlJ1 ior 'hree ",hOle
months' Oiier'/Jlid forsole:cted ,erV'ce DIJIls. 2 B'II' I (ff L M'dl d
~"mn",mr"nn< \nnlv .:n:Oilnowiar1ms 461 I mgs ey 0 oop 250 at Midkiff), I an
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WHAT IS EQUAL ACCESS?

• Interexchange carrier interconnection to the wireless provider's switch.

• Wireless customers choosing their long distance carrier.

• local calling scopes established by regulators rather than the marketplace.
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WHY DO INTEREXCHANGE CARRIERS WANT EQUAL ACCESS?

• Interexchange carriers currently charge noncompetitive rates to cellular customers.

Interexchange carriers' costs for originating interexchange calls are lower than
landline calls. Those lower costs have not been passed on to the customer.

Only large customers get reduced rates from interexchange carriers in an equal
access environment. Interexchange carriers do not offer reduced rates to
individual customers.

Who serves John Q. Public?

No one in an equal access environment.

Individual customers have no leverage to negotiate reduced rates or volume
discounts.
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In an equal access environment individual customers who pay retail IXC
rates subsidize volume discounts which IXCs grant to large customers.
[See Dow chemical Affidavit attached.]

These large customers do not need equal access to obtain these benefits-
COMPETITION will ensure they get it.

The wireless providers, with volume purchases, can negotiate lower rates.

Equal Access protects those who least need it:

IXCs
Large corporations/volume users of services.

Interexchange carriers do not want to have to negotiate with cellular carriers
as large customers.



L~lTED STATES DISTRICT COCRT
FOR TIIT DISTRICT OF COL1""MBL-\

lNlTED STATES OF A..~fERICA

Plantiff,

v.
Civil Action No. 82-0192 HHG

WESTERN ELECTRIC COMPA..."-Ir,
INC" and AMERICA.N TELEPHON~

AND TELEGRAPH COMPA..."-I'Y.

Defendants.

AFFIDAv'1T OF L-illRY JACOBS

STATE OF lvIICHIGA_"'" )
) 55.:

COlJi\TY OF :MIDIA..1\,~ )

Larry Jacobs, being duly sworn, deposes and says:

1. I am the Telecomm unicatians A..ssociate for The Dow Chemical Company

C'Dow Chemical"', I work in the Informatlon Systems Department of Dow Chemical

which is located at company headquarters at 2040 Willard H. Dow Center, 11idland,

Michigan 48674. I am respon.sible for advising Dow Chemical, including its various

division.s and subsidiaries. located throughout the United States and worldwide, on

the types of telecommunication.s technologies that would satisfy the company's

varied requixements for telecommunications services. In this capacity I am

responsible for, among other things, advismg the company on the types of long

distance telecommunication.s technologies that would fulfill the company's long

distance telecommunication.s need.s. Additionally, when Dow Cbemical enters into

contract negotiations V1ith providers of telecommunication.s services, I provide

ad'vice to the company on proposed contract terms. I have worked for Dow Chemical



ill the area of computer systems and telecommuDlcations. in a variety of positions,

for over thirty-two years

'}... I have held my current position for about seven years. Based on the

knowledge I have gained about telecommuillcatlOns technologies during my tenure

at Dow Chemical. I am regarded by the company as a Subject Matter Expert in this

area. All of the facts contained in this affidavlt are based on my personal knowledge

or based on information that Dow Chemical keeps in the ordinary course of its

bu.siness.

3. Dow Chemical began purchasing cellular telephone service in the mid-

1980's, principally for use by employees '¥l.-ithin the company's field marketing and

sales department. Cellular telephone service 15 now also being used by employees

'within a number of other departments The employees who use cellular service are

located in over 50 locations which are scattered throughout the continental United

States. At the time Dow Chemical began purchasing cellular telephone services.

these services were not offered by anyone carrier on a nation"Wide basis. Rather

cellular services were offered by providers on a local basis only.

4. Accordingly, Dow Chemical did not centralize its purchases of cellular

telephone services. Instead. llldividual sales offices 'Within our field marketing and

sales department made their ovm determinations as to which of the two cellular

providers in their area they would purchase service from. Some of the sales offices

selected cellular providers that are subject to equal access, and hence were able to

select the carrier from whom they would purchase cellular long distance services.

Other sales offices did not select carriers who are subject to equal access

requirements and hence were required to buy cellular long distance service from

their cellular carrier. Currently, Dow Chemical has over 2700 cellular telephones

for use by its employees and the company purchases cellular sen-ice from 132

suppliers.



5. Dow Chemical purchases lanclline long distance services on a centralized

basis, for use throughout the country. from both :-"1C1 and AT&T pursuant to

contracts which provide Dow Chemical with substantial discounts over each of these

carrier's premium tanff long distance rates \fore specifically, we have entered into

a Special Contract Agreement writh MCT pursuant to which we purchase MCT's

Virtual :-';etwork long distance services (the ·Y·Net Contract.") We have also

entered into a Contract Tariffv.rith AT&T pursuant to which we purchase Software

Defined ~etwork long distance senices (the'SD~ Contract.") Our contracts writh

both ~fCI and AT&T for these services are published tarifIs. Under each of these

contracts Dow ChemIcal receives more than a 50% discount off of AT&T and NICls'

premium tariff long distance rates These discounts are based on volume purchases

oflong distance seTVlces Dow ChemicaJ. spends about S13 to $14 million annually

on long distance services

6. Beginning in 1990 as part of my general responsibilities, I requested that

the various locations of our company review their long distance telephone bills and

report back to me if they had any concerns about the cost of their long distance

telephone service. A number of locations reported that their costs for cellular long

distance service were too high and requested that I do something about this ..

Between the fourth quarter of 1990, and the first. quarter of 1991, I reviewed a

number of the company's invoices for cellular long distance service and determined

that the company was paying on the order of 25%-50% more for cellular long

distance service than it was for landline long distance service under our V-Net and

SDN Contracts with. re5p~tively,MeT and ..-\T&T To reduce the costs of the

company's cellular long distance service. I recommended to the company that it

consider arranging to have its cellular long distance traffic carried by MCl under

the terms of our V-Net Contract. Bill Versavage. manager, sales office support

systems, accepted my recommendation.

3



7. .Around the first quaner of 1991. Dow Chemical entered into a pilot study

vrith Mcr to determine whether it would be administratively and technologically

feasible to have Dow CheDllcal's cellular long distance traffic carried by MCr

pursuant to the terms of our V-Net Contract The study was successful and about

the third quarter of 1991 Dow Chemical requested that ~fCr arrange to have the

company's cellular long distance traffic carried by Mer under the terms of this

contract. MCr went about lmplementing this directive; however, it informed us that

some of the cellular prmriders used by our field offices are not subject to equal access

;t'equirements, and hence would not allow Dow Chemical to use ?vICr to carry cellular

:~ong d.istance traffic

8. Dow Chemical recognized that it could remedy this problem by requiring

the locations that purchase service from non-equal access cellular carriers to sv.itch

their purchases to the equal access carrier 1Il therr area (if there was one). Dow

Chemical decided. however, not to pursue thIS option for the follovring reason.

Changing carriers would have required our salespersons to change their cellular

telephone numbers. This in turn would have caused significant disruption to our

sales personnel as their existing cellular telephone numbers are knO'WTI. to their

actual and potential customers. Dow Chemical decided that the potential cost

savings from requiring these locations to sv.itch to an equal access cellular carrier

were not worth the disruption to our sales personnel and sales operations.

Currently, about one quarter of the cellular phones used by employees of Dow

Chemical are using our V-"Net long distance cellular service "With MCL

9. In March of 1994 Dow CheIDlcal insntuted a Task Foree whose purpose

was to study the cost of cellular telephone service to Dow Chemical. In my capacity

as Telecommunications Associate I contribut€d to the efforts of the Task Force. In

June of 1994, the Task Force issued a report which stated that the company was

spending about $5 million annually for cellular telephone service. The report
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